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Long-term impact 

of COVID-19 on 

preparing for a 

comfortable 

retirement

Balancing 

healthcare and 

retirement benefits 

for greater focus 

on financial 

well-being

Market effects on 

spending and 

savings habits

Consider programs 

that offer 

guaranteed income 

in retirement

Address the 

priorities of 

participants under 

age 40 around 

debt management 

and personal 

budgeting

Key learnings:

A vastly changing landscape for retirement plans
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Plan sponsors are increasingly concerned 

about risks that participants face.
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The long-term impact of COVID-19 on plan participants’ 

ability to prepare for a comfortable retirement
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Plan sponsors concerned about 

early withdrawal/loan penalties
19%
over 

2018

A focus on short-

term concerns may 

negatively impact 

attention on longer-

term issues:

Not saving enough

Outliving savings

Lack of financial 

education

61%

50%
Plan sponsors concerned 

about lack of diversification
85%
over 

2018
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Plan sponsors Employees

feel a high level of 

responsibility for 

employee financial 

wellness

see their employer 

making a significant 

effort on financial 

wellness

feel a high level of 

responsibility for 

employee retirement 

preparedness

see their employer 

making a significant 

effort on retirement 

preparedness

A divide in perceptions between plan sponsors and 

employees about caring for financial wellness

4

More than half 

of plan participants 

would value 

resources and 

education to help 

with retirement 

planning.

72%

50%

73%

23%

20%
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Retirement savings is only one area where employees need 

help to improve their financial wellness

Saving for retirement 

is, narrowly, 

the top goal 

among participants.

5

64%

62%

49%

43%

42%

29%

20%

Saving for retirement

Paying off debts

Saving for children’s education

Building up an emergency fund

Better controlling spending

Saving for buying a home

Saving for vacations

Major Financial Goals

Younger employees 

are distracted by a 

desire to pay off debt 

and save for 

other things.
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49%

54%

66%

73%

84%85%

67%

54%

56% 54%
49%

59%

53%

33%

9%

25-29 30-39 40-49 50-59 60-70

The role age plays in prioritizing retirement savings speaks to the 

need for diversified messaging to improve engagement

Major Financial Goals by Age

By the time 

participants reach 

age 60, most treat 

retirement savings as 

a major priority.

Participants aged 

25-39 are more 

concerned about 

paying off debt and 

controlling spending.

Saving for retirementPaying off debts Saving for kids’ education
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The imperative of retirement income is in the forefront of 

plan sponsors’ minds. 

3x as many plan sponsors 

than just two years ago say the 

plan should provide employees 

secure retirement income.

"Enabling adequate income replacement" 

is the single-biggest influence 

on overall plan design.

More and more plan sponsors begin to see retirement plans as 

not just accumulation vehicles

7

#1
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Guaranteed lifetime income is considered by plan sponsors 

and plan participants to be critical to financial wellness

8

Plan sponsors and plan participants equally consider access to 

guaranteed income in retirement highly valuable in a program.

Plan sponsors who offer in-plan 

guaranteed lifetime income 

options consider them 

highly valuable 

Plan participants say they are 

interested in an in-plan 

guaranteed lifetime 

income annuity

51%86%
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Only 4 in 10 employees are financially 

planning beyond one year.

Among plan participants 

who have received 

a retirement income projection

Among plan participants 

who have not received 

a retirement income projection

considered it helpful think it would be helpful

Retirement income calculators/projections motivate 

participants to increase plan contributions
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Engaging employees in the plan is more than enrollment numbers: 

Resources, education, and consultation move employees to action.

66% 

Retirement income 

projections provide a 

valuable insight for 

plan participants.

61% 
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TIAA helps plan sponsors and participants pursue 

financial wellness
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#1 not-for-profit retirement market provider in assets and 

participant accounts1

TIAA is a Fortune 100 services organization committed to helping institutions and 

individuals pursue positive outcomes through an array of global, diversified 

financial services and a long-term investment perspective. We manage:

$1.3 trillion
assets under 

management2

15,000
institutions serviced 

by TIAA3

5 million 
plan participants
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Talk with TIAA today
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TIAA is ready to speak with you about how you may 
consider enhancements to your plan, for instance:

 Leverage SECURE Act provisions to explore 
in-plan lifetime income options

 Review your plan’s default innovative solutions

 Consider your contribution and match strategies 
based a more efficient default

Call your Relationship Manager, or email TIAA at 
XXX@tiaa.org.
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1 Based on data from 56 providers in PLANSPONSOR magazine’s 2019 DC Recordkeeping Survey, combined 457, 403(b) and money purchase plan data as of 

December 31, 2018.

2 As of 12/31/20

3 Includes unique institutional clients serviced by TIAA for either retirement or Keogh plans (prior versions of this fact-sheet utilized a more broadly inclusive definition of 

“institutions”).

This material is for informational or educational purposes only and does not constitute investment advice under ERISA. This material does not take into account any 

specific objectives or circumstances of any particular investor, or suggest any specific course of action. Investment decisions should be made based on the investor’s 

own objectives and circumstances.

You should consider the investment objectives, risks, charges and expenses carefully before investing. Please 

call 877-518-9161 or go to TIAA.org/prospectuses for current product prospectuses that contain this and other 

information. Please read the prospectuses carefully before investing.

Investment, insurance and annuity products are not FDIC insured, are not bank guaranteed, are not deposits, are not insured by any federal government 

agency, are not a condition to any banking service or activity, and may lose value.
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